Tim Thexton


TIM THEXTON   MBA PE DIO AIMM
INTERIM MANAGEMENT: 
Crisis Management | International Business Transformation 



Change Leadership | Business Development | Lean Manufacturing | Project Management
Languages:         English – mother tongue | German – fluent | French – fluent | Spanish – fluent; 


 Italian/ Danish/ Swedish/ Serbian/ Russian - working experience.


PROFILE EXPERIENCE

· Tim Thexton is a complex problem solver; a Crisis Manager; a Transformer; a Cool Head; Problem Solver
· At home in engineering, on the shop floor as much as in sales and the boardroom
· Extremely effective Business Project Manager and Transformation Leader with demonstrated operational and commercial leadership - maintaining a bottom-line focus – extracting companies from difficult situations. 
· Trans-Atlantic experience (Eaton, Lucas, Gems, Danaher, Steris, AGA) combined with lean, six-sigma automotive and aerospace 
· Particular strengths in handling international restructuring and integration; mentoring, team building and knowledge transfer across international operations and sales. 

· Extensive operational programme and commercial experience internationally
· Sector experience with successful transformations and transitions in Blue-Chip Organisations, SMEs. Measurable, above-target success, regardless of business sector – Instrumentation profits up 60%; Airline 55% saving on aircraft maintenance; Mining 75% production increase; Valve manufacture sales up 80%

· Operational reorganisation, plant closure, post-acquisition integration, company right-sizing – complete automotive sensor factory moved Germany to UK, real estate sold, integration into purchaser

· Manufacturing production streamlining, engineering assembly changes, cost out, quality improved – Manufacture production increase 100%, delivery time reduced 75%, quality improved 95%. 

· Commercial reorganisation, order-to-cash acceleration, outsourcing cost programmes – Sensors 50% reduction in order-to-cash time, 250 distributors in 42 countries onto identical contracts, aircraft maintenance saving >£5+million/year

· Management training, mentoring and coaching – From supervisors to CEO/Owner
SUMMARY OF INTERIM ASSIGNMENTS

CLIENT:  Devon Doctors NHS-111 Service, UK

     

          (Public Sector – NHS)

Assignment: Call Process Advisor              




      (Sep 2019 – Feb 2020)

Action/Results:

· In-bound Call Processes 

· Handling of inbound calls to NHS-111 Service for Devon –> analysis of requirements/scripting
· Critique of process methodologies – Improvements re: Coronavirus loading

· Practical call answering for infants (under 5’s) and elderly (80+); direction to correct disposition

CLIENT:  Dyckerhoff Cement plc, Sukhoi Log, Russia


      (Cement, £250+mio/year)

Assignment: 
Organisational Consultant - Maintenance  (via En-Sync Ltd)              (Feb 2019 – Apr 2019)

Action/Results:
· Process Effectiveness Review in Operations and Maintenance – Specialty Cement Plant – 4 Kilns

· Analysis of Operations and Maintenance Planning and requirement for S&OP – reduce operating kilns 
· Kiln reduction = $10 million/year
· Reorganisation of Maintenance planning | Reduction of Contractors | Contractor Management
· All three items = saving $10 million/year
· Potential of cellular manufacture in workshop operations – saving ~ $1-5 million/year
CLIENT:  AngloGold Ashanti plc, Ghana, W. Africa    


       (Gold Mining, £150+mio/year)

Assignment: 
Organisational Consultant  (via GPR Dehler, AUS)                            (Nov 2018 – Dec 2018)

Action/Results:

· Process Improvement, Description of Organisation (Personnel) necessary – Refurbishment, Maintenance, Mining, Gold Processing

· Complete project – Role Descriptions for brand new organisation – 450 people, 140+ positions

· Refurbishment/reopening of closed gold mine & processing plant

· Completed on time, on budget

CLIENT:  Unipart Group Limited  





Assignment: 
Process Change Project Manager – DS Smith, France 

      (Jun 2018 – Oct 2018)
Action/Results:

Project: Introduce “Toyota Way” across continuous paper recycling mill 
· Introduction of TPM in proprietary system to French cardboard and finishing plant

· Focussed improvements resulted in OEE above 90%; + additional £0.5+ million savings Year 1
· Lean Enterprise across departments – waste reduction, increased output of quality product 
CLIENT:  Capella Solutions Group, UK (Paint and Aerosol Supplier to Automotive Aftermarket)

Assignment: 
Interim Business Development – Advisor to Owner (May 2018 review; 10/2013 – 02/2014)

Action/Results:

· Profitability, Working Capital
· Company growth >25%/year

· Analysis of inventories, product lines and logistics, advising Owner. Created reporting structures

· Segmented into stagnant, slow moving and rapid turnover. Actions recommended for each segment

· Supply Chain
· Provided and implemented supply agreements negotiation strategy with international supplier base to give desired profitability
· Negotiation assistance provided, taking lead where necessary

· Produced and agreed Commercial and Logistics Service Level Agreements with main suppliers

· Offer obtained for capital participation by major supplier
CLIENT:  FRP Advisory LLP   (Transformation and Restructuring Specialists)

Assignment: 
Strategic Plan Consultant             
   


      (May 2018)
Action/Results:
International Mining & Infrastructure Corporation Plc - in Administration
· Review of preliminary $6billion mining and exploitation project feasibility and budget to confirm/reject.
CLIENT:  En-Sync Ltd, UK  (Global Business Consultancy)

Assignment: 
Senior Business Advisor             
   


       (April 2018)
Action/Results:
NorNickel, Russia (Norilsk Nickel JSC, Russia)

· Organisational and Process Improvement Study/Analysis on three sites and ten Smelting/Processing Plants. Demonstrated available 4000tpy of Nickel by tailing recovery and >$60million annual savings
CLIENT:  Unipart Group Limited  





Assignment: 
Process Change Project Manager – DS Smith, Germany         
        (Jul 2017 – Mar 2018)
Action/Results:

Project: Introduce “Toyota Way” across continuous paper recycling mill 
· Introduction of TPM in proprietary system to German plant (already best in corporation)

· Focussed improvements resulted in OEE above 92-93%; additional £1.0+ million savings Year 1
· Lean Enterprise across departments, from Finance to Laboratories to Production 
CLIENT:  ABB AB, Sweden (High Voltage DC Transmission – Multi-National Corporation) http://new.abb.com/systems/hvdc
Assignment: 
Interim Local Project Manager, DR Congo - World Bank Project        (Apr 2014 – Jul 2016)

Action/Results:

· On-Time Project, Profitability, Working Capital, Compliance  $700 million Project
· Transformed all local processes to be Compliant and Ethical after bad internal audit
· No further findings in subsequent audits

· Cash expenditure reduced >50%; Finance and Operations US and EU GAAP Compliant
· Simplification of expat immigration procedures; visa and waiting time costs reduced >85% 
· Reduction of receivables by $18Mill, 30% of outstanding
· Resolved local customs issues in Compliant manner 
· Full lean office and ‘visual office’ introduced – up to 8 times the items processed with same team
· Supply Chain
· Resolved 6 months of problems with major supplier – restarted halted construction

· Congo Local Management

· Continued managing Congolese operations – over 2 years of Compliant and Ethical performance

CLIENT:  EBRD - European Bank for Reconstruction & Development  (SMEs €3 - 20mio pa T/O)

Assignment: 
Senior Industry Advisor to SMEs 




(Aug 2005 – date)

Action/Results

20+ Projects completed to provide full transformation management for SMEs internationally, covering Operational Efficiency, Sales and Marketing, Change Management, Sales Training, Owner Mentoring, Business Process Re-Engineering, Lean Manufacturing, introduction of Six Sigma Methods to automotive suppliers, 8D introduction, financial restructuring - work with Owner/major shareholder (usually CEO).
Projects covered:

· Heavy Steel Fabrication, Romania
· Roadstone, aggregate quarries, Tunisia
· Special road equipment, Croatia
· Oil & Gas instrumentation; fiscal measuring terminals, Rumania
· Vacation property construction and sales, Montenegro
· Springs, brazed metal parts, Bosnia
· Valve manufacture, Serbia
· Heavy electric motor & heat exchanger repair, Serbia
· Railway brake repair, Serbia
· Steelworks reorganisation, Montenegro
· Cement mixer, woodstove, wheelbarrow manufacture, Croatia 
· Radiator/heat exchanger manufacture, Serbia
· Welding electrode production, Montenegro
· Powder metal and PM parts production, Serbia
· Fastener manufacturer, Serbia
· Road sign manufacture, Serbia
· Confectioned chain & stamping manufacture, Serbia 
· Iron & Steel foundries (4 separate), Serbia, Montenegro, Bosnia, Morocco
· Steel wire drawing and products Serbia, 
All projects covered by NDA. Individual results vary with success being up to 25% compound growth of Revenue and EBITDA over 15 years succession to new generation assured, clear strategies and budgets / plans in place.
CLIENT:  En-Sync Ltd, UK  (Global Business Consultancy)

Assignment: 
Senior Business Advisor             
   (Nov 2013 - Dec 2013, June 2014, April 2018)

Action/Results:
· <<OOO>> Sveza-Les, Moscow, (Severstal, Russia)
· Organisational and Process Improvement Study and Analysis on Plywood Manufacture – 4 sites in Russia. Demonstrated potential free capacity > 45% at the 4 sites with 25% cost saving.

· Recommended programme of change provided to increase OEE to 85%
· African Barrick Gold, Tanzania (ABG plc, UK)

· Organisational and Process Improvement Study and Analysis on Mine and two Processing Plants. Demonstrated potential free capacity in excess of 25% at the 2 sites.
· NorNickel, Russia (Norilsk Nickel, Russia)

· Organisational and Process Improvement Study/Analysis on three sites and ten Processing Plants. Demonstrated easily available 4000tpy of Nickel by tailing recovery and >$60million savings
CLIENT:  The Highland Group, USA  (Global Business Consultancy)
Assignment: 
Process Improvement Analyst             
  (Apr - Oct 2013)
Action/Results:

· Office Depot NV, Germany, France and Holland
· Sales and logistics process study of effectiveness of the internal and external sales forces covering the stationery and business services areas and their relative profitabilities.
· Mopani Copper Mining Plc, Zambia (Glencore Inc, USA)

· Process Improvement Study and Analysis on Mine Development Process Change. Demonstrated potential free capacity in excess of 20-25%.

CLIENT:  SMB Avocet Mines SA, Burkina Faso (Avocet plc, UK) (Gold Mining £200+mio/year)

Assignment: 
Process Improvement Consultant (via Proudfoot Consulting)  
(Sept 2012 – Feb 2013)

Action/Results:

· Process Improvement, Throughput increase >5%; Recommended 6-Phase Metallurgical-based self-financing change programme to improve Gold Yield projected >10%age points, of which >5%age pointsachievable short term,

CLIENT:  Somisy SA, Mali, W. Africa  (Resolute Mining, AUS)  (Gold Mining, £500+mio/year)

Assignment: 
Senior Project Manager             

 


(Feb 2011 – Apr 2012)

Action/Results:

Business Transformation and Turn-around; Mentoring of Senior Management
· Design/implementation complete education and international certification system elementary to apprenticeships and engineering, 1200 pers. Community relation development, union negotiation
· Design and Implementation of labour/staff remuneration, pay scales & performance evaluation system
· Obtained full renewal of Mining Licence and full sign-off on ‘JV’ agreement with Government of Mali and accord with Ministry of Labour
CLIENT:  Somisy SA, Mali, W. Africa  (Resolute Mining, AUS)  (Gold Mining, £150+mio/year)

Assignment: 
BPI Consultant to COO (via GPR Dehler, AUS)     

(May 2010 – Jan 2011)

Action/Results:

· Process Improvement, Throughput increase >>50%, Total Gold Yield improvement >90%,

CLIENT:  Sterling Airlines A/S, Denmark


(Low Cost Airline, T/O: £500mio+)

Assignment: 
Senior Project Manager     




(Sept 2007 – Nov 2008)

Action/Results: 

Working for Private Equity owner directly:

· Created and Ran “CEO Special Projects Office”, CEO Mentoring
· Introduced Corporate, Financial and IT Governance and lean principles through company

· Drastically reduced aircraft maintenance cost (saving: >€5 mio/year, to >€15mio at year 3)
· Introduced controlled purchasing environment - cash flow prediction became possible
· Negotiated purchase of “sterling.com” domain – permitted international rebranding
· Support Pricing Room Project - maximised sales/seat and profitability (esales add-on and on-board)
· Outsourcing international customer service to improve service - saved >€10 mio per year 
· Mobile phone apps system permitted control of in-flight revenues and aircraft turnaround
· “5 run” in-flight sales introduced to maximise sales in air
· Created insurance claim procedures – claims realised in excess of €20m - AON/Lloyds
CLIENT:  Steris Corporation, USA    


(Pharmaceutical & Chemicals, £500mio+)

Assignment: 
VP Life Sciences Sales and Marketing EMEA 


(Dec 2004 – Jun 2005)

Action/Results: 




 
· Completely re-organised sales force and set up channel organisation from scratch including operational plans, personnel plan and recruitment briefs | Created standard distribution agreement for EMEA | Created private label consumables supply | Designed incentive plan

CLIENT:  Eaton Corporation, Vickers Systems, UK 
   (Aerospace Hydraulics, £1.5bio)

Assignment: 
Business Development Manager/MRO Business Manager    
(Nov 2000 – Nov 2004)

Action/Results:
 
3 projects over 4 years

1. Found alternative non-aerospace contracts to fill plant and 3 acquisition candidates.

2. Company was failing to meet contractual commitments on delivery and turn-around times.

Re-engineered the assembly, repairs and spares operation to satisfy Airbus and Boeing requirements. 

· Reduced in-plant times by 65%; took repairs and overhauls from failing to well within contractual days

· Changed the assembly processes to continually hit the to-line delivery times -2/+1day 100% of the time (previously 80%+ late)

· Reduced backlog from 500+ awaiting repair plus >100 unpaid repairs to <20 awaiting repair plus 0 unpaid repairs

· Increased throughput 75% while eliminating backlog with same personnel

· Created and introduced real-time customer reporting, became Eaton standard and cloned throughout organisation
· Reorganised the failed A32x/A340 Engine Driven Pump recall to put back on track in 9 months to complete satisfaction of Airbus and became the Airbus example of successful supplier turn-around – requested to mentor other failing suppliers on behalf of Airbus Industries

· As part of programme of recall remedy, setup working partnerships in Hong Kong, Japan, Chile, Germany and France.

· Created new profit centre renting redundant contracted stock reserve units – added >£30k/month on bottom line in year 1 >£90k in year 2

· Requested to carry out Kaizen workshops in other Eaton plants – 

· Redesigned total quote/order process for US Navy – eliminated 95% of quotes, rework of engineering communications reducing reply times by up to 50%

· Redesigned instrumentation assembly and repair workshop layout and order processing in USA; repeated at further sites for actuators and motors and electronics
3. Eaton had sold a capital plant business; 

i. French purchaser of business was bankrupt | Eaton held contracts with customers
ii. Customers threatened $10m in law suits | Found partner, cleared problems - no loss, no law suit
iii. No additional costs incurred. Zero-sum outcome – better than target
CLIENT:  Interim Assignments with SME’s, UK & France   
(SMEs €1 - 8mio pa T/O)

Assignment: 
Business Development    




(Apr 1998 - Nov 2000)

Action/Results:        
· Produced business plan for electrical switchgear manufacturer/repairer, emergency power generation
· Reviewed sales process and analysed market for niche electronics manufacturer

· Creation of start-up company for import of essential oils (e-commerce) 

· Full business plan and processes for potential start-up company in car/environment

· Full export business plan and order process for French bespoke furniture manufacturer 

CLIENT:  GEA AG, GEA Specialty Products GmbH    
(Capital Equipment Builder £8bio)

Assignment: 
CEO - GEA Jet Pumps    
(£12mio)


(Aug 1998 – May 2000)

Action/Results:        

· Formed new subsidiary from departments of existing company, wrote and introduced strategic plan. Turned around with growth >20% in Year 1. 
· Engineering design changes made to product to cut production time by simplified machining and assembly.
· Cut delivery from 6/8 weeks to 24/48 hours. 

· Proposed major acquisition from Leybold-Heraeus, obtained global cross-representation. Prepared the JV formation.

CLIENT:  Danaher Corporation, GEMS Sensors    
(Instrumentation £150mio)

Assignment: 
European Director 

(£45mio) 


(Jun 1996 – May 1998)

Action/Results:        

Under Gems:

· Repositioned solution engineering for all liquid pressure and flow sensors to solve real-time customer problems. Personally took responsibility for alignment of novel directions.

· Re-designed pan-European order-to-cash processes including the complete fulfilment process. 
· Closed German and French manufacturing, moved to UK | Sold off unused real estate.
· Reorganised sales and marketing to give ROS >10% in year one.
Under Danaher:

· Danaher purchased Gems. Accelerated the downsizing of all Continental operations.

· Integrated Gems operations into Danaher facilities in shorter than planned timeframe. 

CLIENT:  Lucas Industries Plc, Control Systems Products    
(Instrumentation £450mio)

Assignment: 
European Business Director   (£120mio)  


(Jan 1995 – Jun 1996)

Action/Results:        

· Instrumentation – pressure, rotation and linear developments pushed forward to create competitive advantage.

· Entered non-automotive products into automotive industry – displaced 50 year house supplier to ZF, Daimler, BMW and numerous other German OEMs. Reengineered common bus measurement and operating components.
SALARIED CAREER:

To 1994



Industrial Gas/Chemical Industry

Worked within the Industrial Gas Industry (Air Liquide, AGA, Messer, Hoechst) in Canada, USA, Mexico, Germany and UK as a senior international trouble shooter. 

Highlights – UK – Messer (Subsidiary of Hoechst Chemical):

· Secured minimum load for new plant, 70% utilisation in 24 months – assured profitability.

· Implemented novel sales approach for drastically enhanced conversion success rates.

Highlights – Germany - AGA:

· Created entry into Glass Industry for AGA worldwide.

· Initiated, negotiated a successful joint venture for a £20m plant (with Kloeckner).

· Created and Implemented commercialisation process for new technologies.

Highlights – Mexico - AGA:

· Identified immediate problems in Distribution and replaced Manager and Assistant.

· Achieved £1.6m p.a. savings on transport. 
Saved 25% on storage tank Capex. 

· Eliminated supply failures.  Improved sales and plant utilisation. 
Quadrupled profit.

Early Career

Industry experience as student and graduate Metallurgist in steelworks and smelters, Engineering Project and Sales Engineer primarily in Canada, Germany and UK. Trained in German manufacturing techniques, lean manufacturing and work processes. Trained in extractive metallurgy in Canada with INCO Metals, later project working with Teck Corporation, Texas Sulfur, Cominco, Falconbridge.
EXTRACTS FROM CLIENT TESTIMONIALS


“Tim was invited back to carry out a number of projects across the organisation…... with an extremely wide experience and knowledge across industry which, coupled with his creativity, allows him to fully achieve the desired performance outcomes in every situation. He relates extremely well to clients at all levels and is an ideal catalyst of change managing excellent working relationships across the organisation so that progress can be made rapidly on all fronts, all the projects being completed on time and on cost. I would definitely hire him again…” COO, Resolute – SOMISY SA
“…with a wide range of ability and experience there seems to be no area where Tim cannot bring immediate value. He approaches every task with clarity and understands what will ……… get the maximum benefit.” CEO, Sterling Airlines A/S
 “…. the drastic change achieved went way beyond what I thought could be achieved in the short time he was here …”  Executive VP Life Sciences, STERIS Corporation
“…his knowledge of lean manufacturing and applications outside of direct operations was critical in the ability of projects to generate results - all from an international perspective.” Director, Eaton Corporation
 “….a very focussed and strong turn-around manager who can successfully communicate through the organisation the necessity to change and improve. He completely changed our way of working, but made sure that the change targets and goals were always agreed, realistic and measurable. Always very much in the driving seat and with high personal standards, he expects in return the same high standards from his team.” Commercial Director, GEA Group
QUALIFICATIONS & CERTIFICATIONS

Qualifications   



· BSc (Hons 2:1) Metallurgy 

· MBA, IFL Sweden (in conjunction with INSEAD/France, Cranfield/UK, EHECUL/Switzerland)
· Diploma in International Operations 

· Professional Engineer, Ontario, Canada
Additional Courses
· Financial Analysis, Economics, Sales and Presentation Skills – (Various).

· Project Management, Lean Manufacturing and Work Processes (Various) – Eaton University
· New Product Introduction, DFM, DFC, FMEA – Eaton University

· Sales Training, Negotiation and Presentation Techniques (Karass and Others)
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